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SUMMARY NOTES 
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Russ Henneberry 


Content That Sells 

Create content that helps your prospect make an informed buying 
decision. 

This is the Convert and Ascend Stages of the CVJ and the types of 
content to create are: 

• Customer Stories 

• Product Demos 

• Product Comparisons 

• Events 

Goals at the Convert Stage 

This is when we tie business goals to content marketing. We want to 
connect back to our ROI. 

What business goals can be solved with content at this stage? 

• Activate new buyers 

• Liquidate acquisition costs 

Figure out your: 

• Cost Per Click (CPC) 

• Entry Point Offer (EPO) 

• Conversion Rate (%) 

• Cost Per Lead (CPL) 

• Cost Per Acquisition (CPA) 
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Goals at the Ascend Stage 

In this stage, we want to sell more and sell more often. 

The 2 goals of this stage of the CVJ are: 

• Increase customer value 

• Increase purchase frequency 

Lifetime Customer Value (LCV) vs. Immediate Customer Value (ICV) 

Lifetime Customer Value (LCV): What is a customer worth during the 
entire lifetime of your relationship with them? 

Immediate Customer Value (ICV): How much is a customer worth to me 
today? 

• Ascend customers from a low-tier product to a high-tier product to get 
a higher ICV 

• For example, bundle products or offer a lower monthly price with an 
annual subscription vs. monthly 

• Use content to increase your ICV 

Anticipating and Satisfying Intent 

Great content marketers anticipate the intent of their prospect and build 
content to satisfy that intent. 

Anticipating Intent is: 

• Overcoming obstacles and objections 

• For example, Nordstrom has a " Men's Suit and Sport Coat Fit 


Guide" 


• Answering questions before prospectives can ask it 

• For example, Salesforce has a website page, " See why Salesforce 
beats the competition for CRM " 

• Making sure the answer is right where you need it 

• For example, Eventbrite's Frequently Asked Questions 
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Types of Content: 

Customer Story 

• You/your brand/your product is the mentor, not the hero 

• For example, Evernote Customer Stories 

• For example. Cleveland Clinic Patient Stories 

• Ramsey Solutions Instagram Customer Stories 

Product Demo 

• People want to know, how does it work? 

• For example, how an espresso machine makes an espresso 

• For example, software company Marketo gives you a 4-Minute 
Demo of their marketing automation software 

• For example, Tom Breeze's agency sales page has a "Flow We 
Work" section 

Product Comparison 

• Compare your product to the competitor 

• Search Google for "Your product vs." and see what Google 

suggests 

• Compare internally 

• For example, a business selling grills can compare the types of grills 
they sell and which grill is best for specific needs 


Events 


Live events are a powerful way to sell more and more often. 

• Big events 

• For example, FlubSpot's Inbound Conference (20,000 attendees) 

• Small events 

• For example, Next Level Business has 20-30 attendee events 

• Live events 

• For example, ConvertKit's Craft Commerce Conference 
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• Online events 

• For example, Modern Publisher's Business Growth Workshop 

• Low Ticket events 

• For example, Dave Ramsey's Smart Money Livestream ($20) 

• High Ticket events 

• For example, Traffic & Conversion Summit ($895+) 

There is a gray area between copywriting and content marketing 

Hiring copywriters vs. content writers depends on the size and structure 
of your organization: 

• Large companies, like Salesforce, have specialists for specific content 
types 

• Solopreneurs or small businesses may have 1 person in charge of 
editorial, another in charge of persuasive copy, or the same person in 
charge of both 

Gray area "content" types that sell: 

• Product/feature descriptions 

• Sales pages/letters (video or text) 

• Email copy 

• Pitch decks 

• Sales scripts 


4 







